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Welcome to my first presidential letter. | hope you are enjoying a great start to 2018. | must say >
_ that writing is not my forte” and talking too much is my weakness, so | will do my best to ‘pen’ /,_ i
: what's on my mind as | reflect on where | am today. MerlimWeave:r |}

2018 R-BAR
¥ First, | want to say thank you to our Past President Sharon Kehres for her hard work last year and for her com- President

& mitment and dedication to making our Association a better place for our members. Sharon, thank you for the
s knowledge you shared in helping me prepare for my year as President. Thank you Nadia, and to all the staff at R-BAR, for every-
: thing you do. Wes, our Government Affairs Director, has done an excellent job keeping us up-to-date on current local and state * :
issues. Thank you for your service and commitment. “Mr. President”.... I've heard this greeting often recently and yes, while it's &
truly an honor, I'm just a humble volunteer who wants to learn more than | teach, be inspiring and encouraging wherever | go, and
= be of service where | am! So, if we cross paths, you can just call me by my name or “Mr. Volunteer” will suffice. (*) So, just briefly,
- | want to touch on three points that | hope can inspire you today: Learning, Inspiration and Service. ...continued on Page 2 ‘,%‘h :
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Learning - it's so essential today in our business. Rules, regulations, guidelines and legislation are constantly changing. There are
many designations and certifications that can be earned through hours spent in class. However, knowledge is not derived from a
designation but rather the application of information you've learned. So, commit to learning everything you can about our business
and be a go-to resource for your clients and those you serve. R-BAR offers workshops, speakers, and Lunch-and-Learns. Take
advantage of these opportunities, be in-the-know, embrace accurate information and be an informed professional.

Inspiration - as defined, it’s the product of being mentally stimulated to do or feel something, especially to do something creative.
We seem to live in a world where negativity and criticism supersedes being positive and supportive. Your passion to help others in
the best way possible will inspire others to lead with a smile, courtesy and respect. Maybe you have an idea that will help create a
change and a difference in other people's lives. As we strive to raise the bar of professionalism in our business, | encourage you to
lead in a way that will inspire others to follow your example.

Service - there are so many opportunities to serve others. The fulfillment and satisfaction that comes from helping others far out-
weighs the time, energy or cost associated with voluntary service. Maybe you already help in your community, church or school.
There are also opportunities at R-BAR to serve and volunteer such as helping at our events, writing articles for this publication,
teaching and mentoring new agents. Consider joining our newly-formed Young Professionals Network. This group is making an
impact in our community and organizing fundraising events. We have committees you can join as a member and serve by simply
bringing your voice, thoughts, and ideas. | want to thank all those who have volunteered in the past as well as those who are serv-
ing this year on committees and on the Board of Directors.

I'm honored to serve as your President this year and to work together with the leadership team. | want you to know that if there is
anything | can do to help you, your business or your office, I'm all ears. As your Association, we are open to hearing your ideas,
thoughts, and suggestions on how we can improve and bring value and support to you, the agent. As you commit to learning, in-
spiring others, and volunteering, you will find that R-BAR is the right place for you to succeed, grow, and give back.

Cheers to an amazing 2018!

: ’ g A Reputation Built on Education,
M’ 60_’2 Integrity and Over 45 Years of
Al)l)l'alsal Services Combined Experience.

shﬂg,f;g;gggzm For the highest quality of service!

Steve C. Jamison, RAA

Bachelor of Science - Real Estate - Penn State University

STEVEN C.

Michael Zettlemoyer
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= READING-BERKS
—= Association of REALTORS®

Last year, Cliff Long was hired by R-BAR to help develop a
Strategic Plan and map the future of our Association. Long is
the former CEO of the Birmingham Association of REALTORS
and the current CEO of the Orlando Regional REALTOR As-
sociation. A 14,000 member-strong Florida association. Nu-
merous strategic planner candidates were interviewed but
Long stood out as the most experienced and qualified.

The process started with surveyed involvement from the
membership and guidance from the Board of Directors and
staff. A Strategic Planning Task Force, composed of Board
members, members at-large and key staff members, was put
together to reflect on the mission, vision, core operating val-
ues, underlying the organization’s approach to its work and
the future of the industry. The first step of the plan was defin-
ing who we are, where we came from, where we are today
and where we see ourselves in the future.

This is who we are:

R-BAR’s mission statement: The Reading Berks Association
of REALTORS® exists to serve its members. We uphold the
high standard of REALTOR® Code of Ethics. We advocate
for private property rights and homeownership and strive to
improve the quality of life in our communities.

This is where we came from:
R-BAR was chartered by the National Association of REAL-
TORS® on March 1, 1922.

This is where we are:

According to NAR, R-BAR has a total membership of 888
whose members identify themselves primarily as residential
agents and Brokers with a growing commercial influence.
REALTOR® members and the consumers they serve are the
Association’s primary customers. Roughly 70% of member-
ship is over the age of 50 and has practiced for more than 10
years.

This is where we see ourselves in the future... The Plan:

The plan was developed in response to its understanding of
what its members value most about their organization and

Strategic Plan: 20182020

By: Craig Stringer, Realtor®

how it can take full advantage of opportunities and best insulate
itself from industry challenges. There is great opportunity for
growth in such services as continuing education and the promo-
tion of high-quality REALTOR® conduct and professionalism.
The Board of Directors and staff will review progress quarterly
and will review and update the plan annually as needed.

These three goals outline our strategic direction:

Communication — R-BAR will establish the Association as
the Leading Source of Information to its members, the
community and the media on real estate related mat-
ters.

R-BAR Culture - Volunteerism, leadership, professional-
ism. R-BAR will continue to create a culture of volun-
teerism, where members are actively involved and en-
gaged in the Association.

Advocacy — R-BAR will expand the Association’s position
as the Leading Advocate for Private Property Rights
and Real Property Ownership in Berks County.

What's next:

A meeting of the members of the Strategic Plan Task Force and
the 2018 Board took place on February 28. The goal of this
meeting was to define priorities, create a timeline, and decide
which committee/board/staff member will have responsibility for
which goal/strategy.
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To develop and implement a professionalism plan, changes
have already been made by offering more frequent Orientations
(at least one will take place on a Saturday) to allow for smaller
groups and better chances to connect and engage the new
members. “Realtor Essentials” will also be offered as an even-
ing class.

A ‘Volunteer Lunch’ took place on February 8 to give the oppor-
tunity to all to understand the missions of each R-BAR Commit-
tees (as well as Young Professionals Network and Commercial
& Industrial Council) and to promote interaction between them.
A new “Get Involved, Get Rewarded” program has been devel-
oped to provide rewards to our members attending R-BAR
events (from committee meetings to holiday events and every-
thing in between).

G-BERKS
of REALTORS®
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The Berks Real Estate Weekly is undergoing a major facelift
with a new website, as well as a new Board of Directors whose
role will be to rebrand and expand our publication, not only as a
member benefit but also as a communication tool to the public.

The entire plan with its specifics can be found here:

http://www.realestateinberks.com/realtorresources/reports-minutes/

Questions on the strategic plan? Please, contact
R-BAR Executive Vice-President Nadia Muret
nadiam@realestateinberks.com
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Real Estate Education

Since 1975

~ Salesperson

~ Broker

~ Appraiser

~ Mortgage

~ Continuing
Education
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INSPECTION SERVICES, INC.

A FULL SERVCE INSPECTION COMPANY SEPTIC SPECIALIST DIVISION

» Home Inspection » Radon Testing - Septic System Inspections - Septic Consultations

- Pre-Listing Inspection - Mold Testing « Hydraulic Load Testing + Sewer Line Camera Scanning
- Commercial Inspection - Termite Inspection « Septic System Location « Specialized System Service

» Radon-In-Water Testing » Infrared Scanning Services & Maintenance

For more information or to schedule an appointment visit us online @

www.AlliedInspection.com or Call 610.437.6931
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UPCOMING EVENTSY
% RE ADING_BERKS The Reading-Berks Association of Realtors has been

— apivaie ® busy planning all sorts of fun and exciting events tor
= Association of REALTORS you! Your Outreach Committee works hard to extend

2017 Highest Membership RPAC Participation R-BAR reach into our communities and help make a
And difference. Two upcoming events you won't want to
i . miss include a blood drive and a recycling event
2017 Highest Per Capita RPAC Investments where you can shred all those old files and bring your
(Both for a Large Board ) outdated electronics to be properly disposed of. So
' mark your calendars now, we're looking forward to an

exciting Spring! See you there!!!

RPAGH RPAGE

Pictured here accepting the awards are :

Dave Mattes, Wesley Stefanick, Mark Mohn, Erica Ramus,
Brad Bentz, Pete Champagne, Vicki Venezia, Nadia Muret,

Eva Eisenbrown, and Sharon Kehres. S P R I N G B LOO D D R IVE
Friday, May 11, 2018
10am2pm

Mortgages
done right.

First Priority Bank

Smart money banks here.’

BRANCH OFFICES IN BERKS, BUCKS, E LECTRO N I C R ECYCLI I\J G
CHESTER & MONTGOMERY COUNTIES & SH REDDI NG

610-280-7100 - www.FPBK.com
Wednesday, May 23, 2018

& 10am1lpm
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All Lunch & Learn Classes are-BAR afffice &etiom NOON to 1PM.
Registration is required as we do provide a lunch to thosq who atte
There will be a $5.00 fee assessed for any no shows.
Please notify us of any dietary restrictions when registering.

Registration is EARYister onlirimaRealEstateInBerks.corI
call 613753458 or enMdyleeneD @RealEstatelnBerks.cgm

50 YEARS OF THE FAIR HOUSIN

April 18, 2018 May 16, 2018 June 20, 2018
Fair Housing Understanding Good Credit Tax Assessment Appeals
Presenter: Sharon Kehres, Realtor®resente8tephen Gieringer; & Deed Recording
ABR, CRS, GRI, CSP NHS of Greater Berks PresentdfredSheeler,

Recorder of Detds;
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By: Dave Scalese,
Affiliate Member

Riverfront Federal Credit Union began serving our local commu-
nity in 1948. Founded as the RDG Reading Federal Credit Un-
ion, they originally offered services to employees of the Reading
Railroad. Through the years, other organizations were permitted
to join the credit union, resulting in substantial growth. To reflect
the resulting diversity of their membership, the organization
changed their name to Riverfront Federal Credit Union in 1987.

This year, Riverfront celebrates it's 70" anniversary! They now
offer financial products and services to all who live, work, wor-
ship, or attend school in Berks County. Their primary focuses
are to improve the financial position of each of their members
and to make a difference throughout the community in which
they serve.

The past few years have marked noteworthy progress for River-
front. They have recently added many new products and ser-
vices and they plan to add even more this year. Such services
include a cash rewards credit card and instant issue debit cards.
Most recently, Riverfront expanded on their electronic services,
allowing members to apply for loans and open accounts from
computers or mobile devices from anywhere at any time. Addi-
tionally, Riverfront recently expanded their mortgage products to

Thank You
For
Your Time!

include 15, 20, and 30-year mortgage terms and with a Write to
Ride Auto Loan, you can be issued a blank check to take to any
dealership to avoid the financing discussion during the sales
process!

Riverfront gives back to the local community regularly through
donations they make to local charities, as well as teaming up
with other businesses throughout the county to participate in
many worthwhile causes. For instance, last year the credit un-
ion partnered with First Choice Barber Shop to extend free hair-
cuts to local veterans. They also partnered with Lackawanna
Mobile X-Ray to perform free mammograms for the community.
The credit union also joined Shear Spirit Salon in donating hair
to a program focused on providing wigs to those undergoing
cancer treatment. Riverfront currently offers food and clothing
donations to Berks Encore, Veterans Making a Difference, Op-
portunity House, New Journey Outreach, City of Light, and
many other local businesses on a regular basis.

For more information on how you and Riverfront can work to-
gether to put yourself on the best financial path, you can visit
one of their three local branches or visit www.riverfrontfcu.org.

Our Volunteers

are The B
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There are two different parts to my article this issue.

The first is a fun story about a listing that was done as a joke
about seven years ago and | thought it was brilliant. The ad-
dress is 430 Plum Creek Rd., and the MLS # is 5862693. It was
listed for only one day, 3/31, and the listing expired on April 1,
2011. That's April Fools Day. It probably was the brainchild of
Ryan Gehris of Housepad. He put in all the necessary data in
every MLS field for his new listing. The photo was that of the
small wooden dwelling...a chicken coop!...on 1.89 acres. The
price: $2,442,536.00. Room sizes were given in inches, as
indicated in the remarks. All 5 BRs were 10 X 10. No heat.

| printed that listing and kept it for all these years. Because
we're at the April Fools’ time of year, and | just found the paper
among a pile of things, | thought it would be funny to write about
it. Also, you can actually go into TREND/Bright and find the
property yourself. It is still in there, with a status of ex-

pired. Here are the remarks as they actually appeared:

“You've worked hard in your career, made some good decisions,
and you've earned this. Luxurious resident for the high-flyer.
Serene partially wooded setting only 3 hours from NYC, DC, and
other important places. 5 private bedrooms (measured in inch-
es) with 2 additional loft areas. 50 year rated shingles. Security
fencing will keep out even your most obsessive fans. Relax
knowing you have protection from the paparazzi hawks with the
aerial security system. Historical character as a conversion pro-
ject from an out-house. Radon test passed. Seller motivat-
ed. Price firm. Serious inquiries only please. Not a short
sale. Must see.”

Inclusions were straw, fertilizer, feeder, shed, guest quarters.
The chickens were excluded. The condition given was “shell”. It
was just an April Fools joke, but it served as comedic relief dur-
ing a time when the market was pretty lousy. Thanks, Ryan, for
that! | still have to laugh when | see the photo.

The second part of this article is not so funny. It's an
“adventure”, for sure, it was very recent, and it's something
that we, as agents, should be aware of. | had buyer clients
who had sold/settled their property in north central PA, and
relocated to Berks County, living with their son until they found
a house to purchase. We found a new-construction spec
home with quick possession — perfect! Their proceeds from
the house they sold allowed them to make a cash pur-
chase. Their son was involved all through the transaction, and
thank goodness for that. We had signed the “Wire Fraud Pre-
vention Notice” form as part of the paperwork. Just one more
form, right? | frequently emailed the buyers and constantly
texted with their son. As we got closer to settlement, we had
not yet received the buyers’ bottom line...how much money
did they need at settlement...but we knew it was somewhere
around $236,000. | had texted and emailed several times
about them needing a certified check . Not a personal
check...but a certified check . On a Tuesday morning, 2/13, |
received an email from the title officer which had the HUD
attached (cash transaction). | forwarded that to the buyers
and their son. | specified the exact amount they need for set-
tlement which was to be on Friday. Again, make sure it is a
certified check, payable to the title company. In mid-
afternoon the son texted me as follows: “Are they really ex-
pecting the wire transfer to be done today? That's what your
email said, but | just wanted to confirm.” | replied by text,
“What wire transfer?” He asked again why does it have to be
done immediately, and | replied “I still don’t know what wire
transfer you're referring to.” So he sent me a copy of the
email that was supposedly from me, and also one that sup-
posedly came from the title officer. At that moment, it hit me
that this was wire fraud. OMG. | had not sent him an email
about a wire transfer. | called him right away, told him to NOT
WIRE ANYTHING! | called the title officer and she verified
that she had not sent an email! Certainly not the email that
included very specific wire instructions telling these buyers to
wire more than $236,000 for the purchase of their new home.

| was pretty disturbed and freaked out about this situation. |
spoke with my office manager, with the manager of the title
company, and | also called R-BAR. | guess that until it hap-
pens to you or your client, wire fraud is just a cyber-crime that
you'll never hear about. If the son had not intervened with his
texts, | really believe that his mom and dad would have gone
to the bank to wire that money. | doubt that they remembered
much about the “Wire Fraud Prevention Notice” that they
signed. | believe that they would have done as instructed in
these bogus emails. Scary! These older folks would have lost
the home they wanted and would be living with their adult
son...probably for always. Glad | made a big point of specify-
ing that we needed a certified check, and their son questioned
the instructions in the emails partly for that reason. We
dodged a bullet, and we settled on Friday with stories of how
wire fraud happens, why, what can be done after the money is
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wired (pretty much nuthin’!), and in general how relieved we all
were that things worked out. And by the way, the day after this
stressful event, | spoke with a title officer in Collegeville about a
different transaction. Before we ended the call, | asked her if she
had any experience with wire fraud. Oh, indeed she had! Just
the week before, some buyers had already obtained their certi-
fied check for a settlement (cash purchase) when they received
two emails. One from their agent and one from the title compa-
ny, telling them to wire their funds for closing, providing the wire
number, and the bank name, etc. Of course, the title officer and
Realtor® had not sent those emails. Another disaster averted,
but in cases where the money is actually wired, it is gone forever.

So, I'm just thinking that Realtors need to be aware of wire
fraud and more seriously than before. | have a new respect
for that written notice, and | believe that we should make a
very big deal out of insisting that buyers and sellers never
wire money based on receiving an email or even a phone
calll Instruct them to call you and call the title company and to
verify everything. Sure, we don’t want our clients to suffer
from anxiety and paranoia, but forewarned is forearmed, and
that kind of vigilance is better than losing their money and their
house.

Wishing everyone a successful springtime selling season, but
be careful out there! Lorrayne
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This year the R-BAR Outreach Committee is adding a NEW The Birdhouse Challenge

service project for the Summer 2018 to help Habitat for Humani- Every year, Habitat for Humanity holds a fundraising event,
ty. In this article, we are sharing details on this event and other the Birdhouse Challenge. People and industries from all over
ways you can help volunteer with this organization. Berks County donate amazing birdhouses and bird-themed
items which are auctioned off on the night of the event. All of
Construction Volunteers the funds from the event are used to complete Habitat's pro-
The Outreach Committee is planning two days of volunteering jects in order to fulfill their mission of local neighborhood revi-
with Habitat for Humanity this summer. There will only be room talization via home-ownership.
for 10 construction volunteers, 5 each day. R-BAR Members
can volunteer to help on a construction site Friday, July 20" & If you were not able to make this year’s event, which was held
and Friday, July 27". The hours will be from 9:00am to 2:00pm. on March 20th, at the Doubletree by Hilton, in Reading keep a
No special skills are required. Habitat will provide the safety watch out for next year's event. The fundraising event fea-
equipment, tools and water. Wear your work clothes; bring tures 2-hour open bar, heavy hors d'oeuvre, live music and
lunch, and a smile! If you are interested in volunteering for one live and silent auctions.

of the day of this construction build please contact Kathy Stoica
at kathys@realestateinberks.com or call the R-BAR office at
610-375-8458.

ReStore Volunteers

Habitat for Humanity is always in need of volunteers in their
ReStore in Temple. The Habitat for Humanity ReStore sells high
quality used furniture and other home goods.

Volunteers are vital to the mission of the ReStore, helping Habi-
tat keep prices low and provide consistent operation across the
organization. Volunteering at the Habitat ReStore allows you to
have fun and make a difference while giving you the flexibility to
choose your own schedule. You can work as little as three
hours a month or as much as several times a week. Volunteer
by yourself or come with a group of friends and coworkers.

While no building or construction experience is necessary, a
friendly personality and commitment to rebuild our community
is. Volunteers help unload the donation truck, prepare items for
the sales floor (cleaning, pricing, tagging), create displays and
help customers. Wear closed-toe shoes and be prepared to lift
at least 25 pounds.

For the ReStore, Habitat can accommodate groups of up to 15
people for at least a three-hour shift.

Volunteer hours are available five days a week in the ReStore.
Shifts are available Wednesdays through Saturdays from 9 a.m.
to 6 p.m., and Sundays from noon to 6 p.m. If you are interested
in volunteering at Habitat's ReStore, please contact Penny
Hummel at 610-373-3439, ext. 301,

or volunteer@habitatberks.org.
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Credit scores are an important piece of home financing and hav-
ing a great score can make all the difference when your clients
are purchasing a home.

If your homebuyers do not know their credit scores, many credit
card companies and banks now offer to check for their clients,
free on their websites. Everyone can also visit
www.annualcreditreport.com to view their credit reports from all
three bureaus at no charge.

These are things your clients can do to improve their credit
scores to ensure they are ready to shop for a home:

Dispute major errors on credit reports.

Your clients should review their credit reports for errors. If there
are errors, they should write a short letter with the mistakes listed
on the report and send it to the credit bureaus along with copies
of documents supporting the disputes. The bureaus are usually
required to investigate the dispute and resolve within 30 days.

Reduce credit card utilization

They should try to keep credit card balances well below available
credit limits. Maxing out cards will take a toll not only on their
ability to handle a monthly mortgage payment, but also on their
credit scores. If possible, they should make more than one credit
card payment per month per card to pay the balances down fast-
er. You will be surprised at how much just this can have an im-
pact on your clients’ credit scores.

Pay all bills on time

“On-time payment percentage” is something that impacts every-
one’s credit score, so it is important that your clients do every-
thing possible to make payments in a timely manner. They

May 16
Sign up Now!
UNDERSTANDING GOOD CREDIT

should consider setting up automatic payments or text alerts
to remind them so that they are always ahead of the game.

Make an effort to monitor credit regularly.

This can help them learn what kinds of actions affect their
scores, and could possibly help catch fraud early if it were to
occur. If their credit card companies or banks allow them to
view their scores on their websites, suggest that they create a
reminder on their calendars to check this every month.

Your mortgage lender will be happy to meet with your clients,
pull a copy of their credit reports, and review them with your
clients whenever they would like. Your mortgage lender can
assist you with a discussion their home goals and not only talk
about a future home, but see if a refinance of their current
mortgage would be helpful.
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By: Dave Scalese,
Affiliate Member

In June of 2005, Walt and Rosemarie Commiso founded Pride
Abstract & Settlement Services. Despite the unforeseen decline
in the real estate market that would soon follow, the Commiso’s
titte company thrived while many other businesses were closing
their doors. Since then, they have continued to grow. The or-
ganization now consists of nine employees throughout three
offices. Walt attributes Pride’s success to the employees’ dedi-
cated service and performance.

Pride Abstract's customers, which include real estate agents,
attorneys, lending institutions, accountants, and consumers, can
find peace of mind in the fact that that the team will focus on the
details of the settlement to ensure a seam-
less transaction. The team utilizes innova-
tive approaches to clear title work quickly

and efficiently throughout Pennsylvania and New Jersey.

In addition to their professional title and settlement services,
Pride strives to give back to the community. On a national level,
they are affiliated with Homes for Heroes, a network of real es-
tate groups that helps teachers, emergency responders, active
military, and veterans save money on home purchases and
items related to owning a home. On a more local level, Pride
Abstract partners with Pride of Quakertown, an organization who
raises money to fund scholarships that allow children in need to
participate in extracurricular activities and promote positive
youth development.

For more information on how you and Pride Abstract & Settle-
ment Services can work together, you can visit their website at
www.prideabstract.com.

HELPYYOURICLIENTSIBECQNEHONMEQWNERS!

BERKSHOMEFAIR.COM
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http://www.prideabstract.com.

Wednesday, April 18 5pm —7pm

Enjoy complimentary appetizers
and networking with
other Realtors® and Affiliates!

SPONSORED BY:
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SOCIAL MEDIA:

Social Media — what is it? Definition by Merriam-Webster: forms
of electronic communication (such as websites for social net-
working and microblogging) through which users create online
communities to share information, ideas, personal message and
other content (such as videos). Social media is a wonderful way
to stay in touch. It allows you to stay in touch both socially and
in some cases professionally. Needless to say, we are in a ser-
vice business and as such, | expect, and in some cases de-
mand, good service. | recently had what | would call not-so-
good service from a local retailer. Rather than sit down and
write out my experience, it was much quicker and easier to con-
tact that company directly and inform them of my experience.
They did respond, thanked me for contacting them and notified
me that they would address it with their local management
team. ( Was hoping for a bit more....but | felt good getting it off
my chest !) A second situation occurred, again | contacted the
company online and got a better response in that the company
was sending me a new item to replace one that did not perform
in accordance with their advertised claims. These instances are
good examples of the “Good” of social media. In addition, social
media provides unending availability of information. Just about
anything you wish to know or learn, in some cases it's only a
few clicks away. It allows us to stay in touch with family, friends,
and businesses.

In the process of posting the many events of our lives, there are
some dangers in doing so. Here are a few examples of the
“Bad”. Yes, it is nice to know when you will be leaving for that

By: Sharon Kehres, Immediate Past President

NG Geed, 1nc Bad & Uhe Ugly

dream vacation. And yes, there are beautiful pictures of you
enjoying that cool drink on that tropical island. Guess what?
Now the world and the local criminals know that your home is
vacant and no one is there to get in their way. Be careful with
those posts. | know you heard all this before — just a friendly
reminder.

So, | have a young engaged couple looking for their first home
together as man and wife. They find the perfect home. The
offer is prepared and does include a seller assistance. | then
present it to listing agent. | was told that sellers have been go-
ing online to get some information on this fine young couple
and discover that the honeymoon will be taking place on that
beautiful tropical island. Sellers then ask why should they pro-
vide seller’s assistance when the young couple can afford such
a luxurious honeymoon. | find this to have an interesting twist.
There could be many reasons why and how this trip will be
funded and | will keep my thoughts regarding that. However,
my point is, everyone is looking at social media and for many
reasons. We all know that seller’s assistance can be an obsta-
cle in certain transactions, however, | never thought that a
property owner would even think of going online to check out
their prospective buyer.

Now the “Ugly”. The biggest ugly, privacy is a myth when it
comes to social media. Anything that is written or shared is
public and may be public forever. Remember when it comes to
social media there is no privacy.

Call NOW to get
Ad Space with B

Theresa Fross
6105601543

your
REW
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COMMERCIAL PROPERTIES
WALKING TOUR

WORLD WAR Il WEEKEND

Our Commercial & Industrial Council is planning an exciting
walking tour of downtown Reading during the 2018 World War ||
Weekend. Mark your calendar for Friday, June 1, 2018 to join
the CIC for a walking tour that will highlight available space and
investment opportunities in downtown Reading, PA. Not only will
participants get to see available properties but they will also en-
joy World War Il military and civilian re-enactors that will be par-
ticipating in the “Liberation of Reading” Convoy on the city
streets. The energy on the streets will bring new perspective of
what can be for these properties. This project is a coordinated
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effort with The City of Reading, Downtown Improvement District,
and The Greater Reading Chamber Alliance. Registration is re-
quired to attend. You do NOT have to be a CIC member to par-
ticipate in this tour. If you would like to register for this event,
please contact Kathy Stoica at kathys@realestateinberks.com

or call the R-BAR Office at 610-375-8458.


mailto:kathys@realestateinberks.com

Covenants Not to Compete

By James L. Goldsmith, Esquire

Covenants not to compete, non-solicitation agreements, and
confidentiality agreements are the subject of numerous Hot-
line calls. The simple question “Are they legal?” is met with
the simple answer of “It depends.” They can be. Covenants
not to compete, in particular, are disfavored by the law. Any
agreement that limits a person’s right to earn a livelihood will
be suspect and for that reason Pennsylvania provides that
covenants that are too broad will not be enforced. What is
“too broad?”

A covenant not to compete may be too broad in the geograph-
ical limitations imposed. In other words, what physical area is
off limits to the employee subject to the covenant. Broadness
also applies to the length of the restriction in terms of months
or years. Courts will also look to the nature of the employment
restricted by the agreement and what other employment op-
portunities may be available.

Many of the reported cases are from the beauty industry. Bar-
bers and beauticians are frequently hired with the expectation
that their faithful clientele follow them from one shop to anoth-
er. When a salon owner requires the barber to sign a cove-
nant not to compete, what is she to do if he or she seeks to
take a job with another salon? If the geographic region cov-
ered by the covenant includes an entire town or business dis-
trict, moving elsewhere is not a practical solution. Further,
given the training and work experience of most in that indus-
try, there are few alternatives; thus, a covenant not to com-
pete prevents employees from seeking positions in the field
with other employers.

Given all these factors, courts have become hesitant to en-
force these covenants. They have articulated in well-
reasoned opinions that these types of employees, with limited
vocational skills, should not be subjected to the ranks of the
unemployed because of lopsided covenants not to compete.

Yet, covenants may be lawful. The likelihood that a court will
enforce a covenant not to compete will depend upon the in-
dustry, its uniqueness, what skills the employer provided to
the employee, and the potential damage caused by employee
termination. Covenants are more likely to be enforced when
the employer provided unique training and experience that

inures not only to

the benefit of the

employer, but

also the employ-

ee. As one might reason, if | assist you in developing a spe-
cial set of skills, you should be loyal, at least to a point. Again,
courts will consider the geographic range and the temporal
duration of the covenant not to compete.

In the real estate industry, covenants are generally disfavored.
Again this is not to say that they are illegal. Without knowing
the specifics it is impossible to predict an outcome or make a
boilerplate provision that will suffice for every situation. It might
be reasonable to restrict an office manager from competing
employment for a short duration following termination and with-
in a short geographic range, especially if it is limited to the em-
ployee’s future role as a manager with a competitor. Success-
ful covenants may allow a manager to take employment post-

termination but only as a salesperson and with that restriction
lasting for months or perhaps more.

Courts will never rewrite a covenant not to compete to make it
lawful. By that | mean that if the terms of a covenant are chal-
lenged and, if the court finds the terms to be excessive, the
covenant is deemed unenforceable in every respect.

The court will not shrink the geographic range or the temporal
period to make it lawful. While covenants restricting the future
work of a salesperson are patrticularly disfavored, that is not the
case when it comes to the enforcement of confidentiality agree-
ments or non-solicitation agreements. It is absolutely appropri-
ate that a broker limit a salesperson’s ability to solicit from with-
in the broker’s ranks following the salesperson’s termination.
Such a restriction does not impose a limitation on the salesper-
son’s ability to earn a living. It is also appropriate for a broker
to seek substantial limitations on what an employee/agent may
share with a future employing broker.

A few other thoughts for consideration. Any covenant, non-
solicitation or confidentiality agreement must be supported by
consideration. What does that mean? The agreement will be
unenforceable unless it is supported by an exchange of value.
In exchange for the broker’'s agreement to engage an agent,
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the agent agrees to specific terms including those of covenant or non-
solicitation agreement, etc. If, however, after the relationship is estab-
lished, a broker demands that an agent signs such a covenant, it will not
be enforceable unless it is exchanged for value. That value can take
the form of an increased commission split or any other exchange that
has more than a nominal value. A covenant not supported by an ex-
change is unenforceable.

Brokers who hire licensees subject to covenants and non-solicitation
agreements should beware. Having the licensee do anything that runs
afoul of the agreement/covenant could result in a civil action labeled
intentional interference with contractual relations. Brokers who seek to
hire such licensees should advise those licensees to consult counsel to
determine the binding effect of the covenant and/or agreement.

If you intend to impose covenants and/or agreements of the nature dis-
cussed in this article, consult counsel. If you are asked to sign such a

document, consult counsel. If you are a broker considering hiring a li- G et I nVO Ive d
censee subject to such a covenant and/or agreement, consult counsel. y

And lastly, consult counsel.

Copyright © James L. Goldsmith, Esquire, 2018 G et R ewa rd e C

All Rights Reserved
Don't forget to get
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Get = frames to be eligible

% for quarterly prizes
InVO IVed ZZM v ’ , and local dues pay-

ment drawing at the
end of the year!
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First-Time
Home Buyers
Savings Accounts

By Wesley T. Stefanick, Director, Government and Community Affairs

The Pennsylvania Association of REALTORS® is proudly rolling
out a brand new legislative initiative that would create First-Time
Home Buyers Savings Accounts in Pennsylvania.

Since the 2009 financial crisis, the number of first-time homebuy-
ers has decreased significantly. According to the National Asso-
ciation of Realtors®, the share of first-time homebuyers in the
national home sale market has fallen from 45 percent to just 32
percent. Several states have passed legislation to allow first-time
homebuyers to deposit money into a savings account, where it
goes for the exclusive purpose of purchasing a first home, and
the money can be deducted from their state income tax.

Why do we want our legislators supporting this legislation?

Homeownership strengthens communities and provides stability
for families. Homeowners tend to remain in their homes
longer than renters and help build safe and secure neigh-
borhoods. Homeowners' children stay in school longer.
Eighty-four percent of Pennsylvanians believe that buying a
home is a good financial decision. Overall, it's beneficial to
Pennsylvania to encourage homeownership and provide a
fiscally responsible manner to help consumers get into their
first home. In fact, 80 percent of Pennsylvania voters sup-
port this type of program according to a survey by American
Strategies.

A first-time homebuyers savings account helps people overcome
obstacles to homeownership. Low wages and college debt
make it difficult for young people to save enough money for
a down payment. Fifty-six percent of Pennsylvanians identi-
fied college student loans as an obstacle to homeownership.

That's not surprising considering a recent study by
LendEDU ranked Pennsylvania as having the highest
average debt per borrower at $35,185.

A first-time homebuyers savings account program in Pennsyl-
vania could result in an increase of home purchases of up
to 4,000 annually. According to the Anderson Economic
Group, the increase in the number of home purchases
would have an overall positive impact on Pennsylvania’s
economy, spurring additional economic activity, job crea-
tion and earnings for households. It's estimated that the
economic impact could range between $7.8 million to
$68.8 million. The majority of these benefits would come
from two sources — new construction of homes and pro-
fessional services associated with home purchases. The
increase in state tax revenues collected from realty trans-
fer taxes, income taxes on increased earnings and sales
taxes on increased consumption would exceed tax reve-
nue forgone due to FHSA deductions. And FHSAs would
also increase revenue for local governments through real-
ty transfer tax and property taxes.

If you have the opportunity to speak with a State Senator or
State Representative this year, ask them to support this im-
portant new legislation.
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REALIOR MOVES

WELCOME NEW MEMBERS!

Orientation & Induction on January 22, 2018

The Reading-Berks Association of REALTORS welcomes the following new members who
recently completed New Member Orientation. Congratulations and best of luck as a member of the R-BAR family!

Jessica Watson and Tara Whiteman with Century 21 Gold ; Carmen Tucker with Century 21 Park Road ; Daniel White, Brad Bur-
rows, and Helberth Gamez with Keller Williams Reading Realty Group ; Sean Zerbey with Berkshire Hathaway HomeServices
Homesale Realty ; Ernesto Salgado with Coldwell Banker Residential Brokerage ; Nick Alanis and Carlos DeJesus with Pagoda
Realty & Property Management ; Andrew Prinzo with NAI Keystone Commercial & Industrial, LLC ; Bradley Manderbach with
RE/MAX of Reading ; Cyrena Wagner with United Real Estate Strive 212 ; David Batdorf with Weichert Realtors Neighborhood
One; Oscar Garcia with Assist2Sell Smart Choice Realty ; Kimberly Russell with Weikel Realty Group ; and Andraleen Savlik with
Ramus Realty Group .

New Affiliates

Michael Miller, Sioux Services LLC ; Kevin Kozo, Turnberry Construction Group ; Melinda O'Neill, Empire Building Products

Transfers of REALTOR Membership

Berkshire Hathaway HomeServices Homesale Realty : Donna Brubaker, Amanda LaFramboise

Coldwell Banker Residential Brokerage : Marjorie DeJesus, Ana Menendez

Keller Williams Reading Realty Group : Katie Broskey, Taylor Ferretti, Laura Flores-Martinez, Jodie Geary, Debra Hassler, Pat-
rick Hassler, Justin Mancias, Jose Manzueta, Tyler Miller, Zylkia Rivera

Pagoda Realty & Property Managment:  Jeffrey Bergh, Mitchel Darcourt, Jared Franklin, Lisa M. Hassler, Steve Klein, Nicole
Mengel, Jimmy Thelusca,

RE/MAX of Reading : Deb Bensinger, Lisa Eshelman, Hilary Notario,

Slatehouse Group Property Management : Katie Showalter

United Real Estate Strive 212: Suzanne Dungan, Damaso Lamos, Matthew Stauffer, Cyrena Wagner

Weichert Realtors Neighborhood One : Maiyeno Carr, Jared Hopgood, Mary McDonald, Thomas McDonald, Melissa Newkirk

Transfers from another asseetat e reators weicome Home

Property Lines Correction:  New Member, Brandon Spece should have been listed with United Real Estate Strive 212 .
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ISAHATTIMEAGAIN

As we are all well aware, every two years (biannually) on the
even years, in order to renew our real estate license we are
required to take 14 hours of continuing education. Depending
on when you received your license depends on the type of edu-
cation that may be required of you. If you received your license
prior to December 1, 2015, you are required to complete a mini-
mum of 3 hours of PA Rules & Regulations by May 31, 2018
and NAR Code of Ethics by 12/31/2018. If you were licensed
between December 1, 2015 and December 1, 2017 you will be
required to take 14 hours of mandatory education. Those
courses are the General Module and the Residential Module.
Those of us that have been licensed for many years...are ask-
ing why the required courses when in the past we were able to
chose our 14 hours ? Well, it is my understanding, based on
the number of complaints that the Real Estate Commission re-
ceived, it was deemed necessary to require the Rules & Regu-
lations course. The Commission does have the ability to require
up to 9 hours of mandatory classes. | am presently teaching
this course and | must admit reviewing the rules and regulations
is not as bad as it sounds and after much discussion in the clas-
ses | also believe it is a good reminder for many of us.

As many of you may know, | am an educator and as such | love
to learn new things. | believe attending any class you can learn

R EA L I O R D r hristine, Herb Real Estate
-X/™dr, Stout Associates Realtors age

Abreu, Jose, Bold Realty
Becker, Alice, Weichert Realtors Neighborhood One

Brown, Darryl, GKS Brown Realty Services
Carvelli, Stephen, Realtyka LLC

Irick, Mark, Century 21 Gold

Herneisen, Matthew, Century 21 Park Rd
Imbesi, Nicholas, Pagoda Realty & Property Managment

Kalbach, Carole, Re/Max of Reading

something, and hopefully many things. So why not take a class
with substance? Take those additional hours and look for a
class with good and interesting material. After all, if you MUST
do it, why not learn something with those additional hours. |
personally prefer a classroom setting. | truly enjoy teaching
continuing education and, believe it or not, that is my learning
experience. We have many good and interesting conversations
and sharing experiences in those classes. Speaking of clas-
ses, | am excited about a great opportunity for all agents and
particularly newly licensed agents. Reading-Berks Association
of Realtors® is offering Realtor® Essentials . This course pro-
vides the 7 hours of the mandatory General Module and in ad-
dition reviews the Consumer Notice, Agreement of Sale, Listing
Contract, Buyer Agency Agreement and the review of the
Sellers Disclosure Statement. If you are unable to obtain a
training on these documents or if you wish to brush up on these
very important documents, please consider attending this ses-
sion. It was originally created for the newly licensed agents,
however, any agent may attend and | guarantee a review does
all of us good. For further information on this class or any clas-
ses, please contact Schlicher-Kratz. By the way, these classes
are offered at the Association office. Get out there learn some-
thing new but don’t forget about those required classes.

Miller, Quentin, Coldwell Banker Residential Broker-

Pasko, Jan, Home Town Realty Associates

Peer, Benjamin, RE/MAX of Reading

Perkins, Lorri, Weichert Realtors Neighborhood One
Pieller, Elizabeth, John Monaghan Group of Kutztown

Politz-Butto, Ellie, Hybrid Home Brokers
Porcaro, Denise, Century 21 Gold

Dieffenbach, Jeffrey, RE/MAX of Reading Kean, Karen, Pagoda Realty & Property Managment

Dorwin, Peter, Coldwell Banker Residential Broker-  Kelly, Janet, Coldwell Banker Residential Brokerage
age Kelly, Michael, Century 21 Gold Ruth, Michael, Century 21 Gold

Klusman, Andrew, NAI Keystone Commercial & Industrial, Salguero, Nichole Marie, Keller Williams Reading
LLC Realty

Kohl, Edward “Scott”, Century 21 Gold Scheetz, Laura, Realtyka LLC

Kutz, Michael, Century 21 Park Rd Scudder, Elizabeth, Weichert Realtors Neighborhood
Kuzman, Addam, Iron Valley Real Estate One

Kuzman, Lisa, Iron Valley Real Estate Seyfert, Todd, Century 21 Gold

Lafferty, Diane, Berkshire Hathaway HomeServices Home-  Showalter, Kelly, Realtyka LLC

sale Realty Spotts, Bradley, Keller Williams of Central PA
Langton, David, Century 21 Gold Taylor, Scott, Coldwell Banker

Lowden Ronky, Barbara, Barbara Lowden Ronky, Appraiser Wegman Webb, Jennifer, Century 21 Gold

Meitzler, Matthew, Century 21 Gold Youst, Tiffany, Keller Williams Reading Realty Group

Dowling, Terry, Terry B. Dowling Real Estate
Doyle, James, Re/Max of Reading

Dreibelbis, Lloyd, Berkshire Hathaway HomeServ-
ices Homesale Realty

Druzba,Edward, RE/MAX of Reading

Epting, Duane, Century 21 Epting Realty

Estrada, Amanda, Assist2Sell Smart Choice Realty
Flores, Siani, Keller Williams Reading Realty Group
Forsyth, Gary, Keller Williams Central PA

Gamble, Adam, Iron Valley Real Estate

Goodhart, Fred, GKS Brown Realty Services
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As many of you know for over 30 years our Association has pre-
pared and delivered Thanksgiving morning meals for the Berks
Encore’s Meals on Wheels on Thanksgiving. Way back when,
our Association (technically it started with what was then called
the “Realtor-Associate” Committee.) looked at the Meals on
Wheels schedule and noticed that there were two days they did
not deliver, Christmas and Thanksgiving. So the committee start-
ed getting together on Thanksgiving morning to accept donations,
prepare meals and deliver them to people who had no local fami-
ly and were unable to go out and get a meal.

Over the years the event of gathering on Thanksgiving morning
has dramatically grown and become part of the fabric that is our
Association. The last few years we have received more dona-
tions than needed for our scheduled meals, so a few of us have
decided to take these meals and deliver them to people who don't
have the ability to sign up for Meals on Wheels, simply because
they have no address to have them delivered to.

Last year we were able to complete about 80 extra meals be-
yond our scheduled amount, and a few of us took them into
Reading to hand out to the homeless. One volunteer took
about 20 meals to the Opportunity House, and another volun-
teer and | took about 30 meals each and travelled into down-
town Reading.

| took my meals down below 4™ and Penn, and called out to the
first passerby | saw that | had hot Thanksgiving meals to any
that would want them. It had the desired effect. By word of

“Frankly, | am surprised every year, much to my
embarrassment, at the amount of

homeless in our own city. “

mouth the message spread, and the homeless came out of
everywhere, and within a few minutes my 30 meals were gone.
No sooner had | finished when the other volunteer who had
gone to 9" and Penn called me to see if | had any extra, she
too had handed out all her meals within minutes.

Frankly, | am surprised every year, much to my embarrass-
ment, at the amount of homeless in our own city. Perhaps |
don't look, or | chose not to notice, and shame on me. Handing
out these meals to those who appreciate them is one of the
highlights of my year, and | have never had so many people say
“Bless you” and really mean it. Let us not forget about them.

Places where you can help:
Hope Rescue Mission 610-375-4224
Opportunity House 610-374-4696
Mary’s Home 610-603-8010
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APRIL 7, 2043

C/ANVIERIEIVI
WYOMISSING RILLS ELEMENTARY CENTER

190 WOODRLAND R, WOMISSING PA

BERKSNOMEFAIRCON
INVITE YOUR CLIENTS!

ATTENDEES CAN:

x SPEAK WITH REALTORS®, MORTGAGE BROKERS,
APPRAISERS, & CREDIT EXPERTS

STROLL THROUGH THE VENDOR HALL

WIN RAFFLE PRIZES FROM OUR VENDORS

LEARN ABOUT BUYING OR BUILDING A HOME
LEARN HOW TO GET YOUR HOME READY TO SELL
ATTEND EDUCATIONAL SEMINARS

HELP YOUR GLIENTS BEGOME HOMEOWNERS!

FREE CREDIT SCORES FOR THE FIRST 25 ATTENDEE
SEMINARS INCLUDE:
x BUYING OR SELLING? HIRE A REAL
x MORTGAGE 101 PANEL

X X X X X

x THE REAL COSTS OF HOMEOWNERS
x CRASH COURSE IN CREDIT
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2201 Ridgewood Road, Suite 350
Wyomissing, PA 19610
610-375-8458
www.RealEstatelnBerks.com

Postmaster - Please deliver between March 19 - 23

............... — Property LiB@siNg 20B2— «» e & e ¢ o s o s o s


http://www.RealEstateInBerks.com

